Gift Boxes Are 
Customer Service 


Another new customer serv- 
ice is geared to make Kresge 
stores major gift shopping cen- 
ters. For the first time this 
holiday season, with the pur- 
chase of gift items, customers 
can buy attractive gift boxes 
in the proper size for just 5¢. 


The boxes are handsomely pat- 
terned in a new grass cloth design 
appropriate for any gift. 


Stores can really stimulate their 
gift sales, stressed the sales depart- 
ment, with this customer service. 
Customers will appreciate this con- 
venience and remember their Kres- 
ge store when they want to make 
additional gift purchases. 


Topper signs have been sent to 
all Kresge stores for display in 
popular gift departments such as 
apparel and lingerie. Stores with 
P. A. systems are encouraged to} 
publicize this new customer con- 
venience. Sales personnel should | 
suggest the gift box service at| 
every opportunity, concluded the | 
sales department. 


District Men To Hear 


1965 Sales Strategy 


The 1965 District Managers’ | discuss overall operational plans | 
Conference will be held at the | for 1965 for Kresge, K-mart and| 


Detroit Office February 1 
through February 5. All 42 
district managers, regional 
Office executives and regional 
merchandise managers will) 
hear D. O. executives, the D. 0. | 
Sales department and buyers/| 
outline merchandising and| 
sales promotion plans for 1965. 


Jupiter stores. 


Buyers will present new mer- 
chandise lines and 

plans in conjunction with the 
sales department. To stimulate 
ideas and communication be- 
tween men in the field and the 
buying offices, each buyer will 
devote a part of his presentation 
time to open discussion period. 


Following the fiveday D. 0. 


| 
| 


| 


Ervin E. Wardlow, sales director | meeting, each regional office will| 


and general merchandise manager, 
announced: “The main theme of | 
the 1965 meeting will be a com- | 
plete discussion of the merchandis- 
ing and sales promotion programs 
in keeping with the rapid expan- 
sion of stores. 


“With everyone working as a | 

team on our sales promotion and 

ising plans, we will pro- 

ind profits that are up 

to our expectations. The Kresge 

Company has been a leader in 

producing sales increases in our 

field for 1964 and we are going to 

continue to be the leader ing 
1965.” 


Harry B. Cunningham, president; 
Fred K. Nieman, vice president in 
charge of store management and 
operations; Claude M. Booker, vice 
president in charge of merchandis- 
ing; C. Lloyd Yohe, vice president 
in charge of discount operations; 
W. E. Sturges, vice president in 
charge of personnel, and John E. 
Hearst, vice president, finance, will 


hold one-day conferences with re- 
gional officials and district man- 
agers focusing the 1965 sales pro- 
gram on their respective regions 
and stores. 

Each district manager will then 
relate the plans to managers in his 
territory at a twoday meeting, 
after which store managers will 
pass the information on to their 
own organizations. 


Mr. Wardlow pointed out: “With 
the expansion program that Mr. 
Cunningham has outlined for 
1965, meetings such as this one are 
very important to enable Kresge, 
K-mart and Jupiter stores to be 
merchandised for maximum sales 
and profit. 


“By the time we complete this 
meeting, most of our sales promo- 
tions will be lined up for the first 
quarter of the year, but we cer- 
tainly expect.to learn much from 
the men in the field to further 
strengthen our promotion and mer- 
chandising plans.” 


Pool Racks Up Big Sales | 


Those smoky, old pool halls 
have changed for the better 
Thousands of pool halls across 
the country have been outfit- 
ted with carpeting, chandeliers 
and soda fountains in keeping 
with the national trend to fam- 
ily recreation, reported Buyer 
Henry E. Mertins. 

Pool has become a family sport 
with nearly as many women par. 
tigipants as men, he said. The re 
sult of the game's new respectabil- 
ity has been increased sales of 
home pool tables in Kresge and K 
mart stores, especially in Novem- 
ber, December and January, the 
peak selling months for the tables, 
he pointed out. 


Mr. Mertins explained that young 
parents today want more and more 
family activities that will keep 
their children constructively oc- 
cupied and home pool tables fill 
this desire. 


Of the various types and sizes of 
pool tables available in Kresge and 
K-mart stores, Mr. Mertins related 
that the seven-foot-long table is the 
most popular. 


The seven-foot-long pool table 
features cotton billiard cloth, a 
half inch non-warping bed, fast ac- 
tion gum rubber ‘cushions, a rein- 
forced hardwood frame with. a 
metal edge trim and walnut finish- 
ed sides, a built-in automatic ball 
return, balls, cues, chalk, bridge 
attachment and plastic triangle. 


Sugar Daddy is the product of a D. 
| ©. Junior Achievement company. 


JA‘ers Sell 
\Wares at D. O. 


| Detroit Office employees will 
| have an opportunity in December 
to support company-sponsored Jun- 
jor Achievement companies. The 
Four JA firms plan to sell their 
|products at the administration 
building. 


Twy-Lite Company's 22 mem- 
bers, formerly manufacturers of 
Christmas candles, are now produc- 
ing Sugar Daddies, holiday novel- 
| ties. A Sugar Daddy is a snowman 
with a glass body that is filled with 
hard candy and a styrofoam head 
and top hat. A Sugar Daddy sells 
for $1.00. 


Astro Company has 21 JA mem- 
bers making brush lint removers. 
Their successful product has been 
purchased wholesale by several De- 
troit area Kresge stores. The lint 
remover retails at 69¢. 


The 28 Junior Achievers in 
Compceo Company are manufactur- 
ing decorator toss pillows which 
will probably retail for $1.50 each. 


Rem Roll note pads are coming 
off the assembly line of the 25- 
member Kresco Company. The 
pads will sell for approximately 
$1.75 each. Sam Fuller, assistant 
manager at Kresge 353, Madison 
Heights, Mich, is a new advisor 
| for the Kresco firm. He succeeds 
an advisor who was transferred to 
| another area of the company. 
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